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Introduction

Open Banking, to many, has so far failed to live up to expectations. The use 
of Open Banking services is growing, absolutely, but it has been far from 
a resounding success. Delays, corporate inertia and incomplete use cases 
mean that there are still gaps in both the provision of account information and 
the ability to initiate payments via open, robust, fully functioning APIs. 

It’s interesting, therefore, that the conversation has 
turned already to Open Finance. The idea that 
customers will be able to take control of their data 
across all areas of financial services so that new, 
innovative solutions can be created. 

But it does make sense. An individual’s financial life 
doesn’t start and end with their current account.  
Open Banking, even when fully implemented, provides 
only a one-dimensional view of a customer’s finances. 
Any solutions which seek to provide useful services 
to customers need to consider the entire financial 
landscape. Current accounts, savings, investments, 
mortgages, credit, pensions and insurance, for both 
individuals and businesses. 

Open Data, the further, richer extension of this 
considers how consumer data can be used to develop 
new solutions, products and services that cut across 
industries. From financial services to energy, telecoms, 
health, and more. 

It’s fair to say that financial services is paving the way 
for a model of Open Data, and as such there’s a lot of 
noise in the market today about Open Finance. It is not 
our aim to add to that noise. 

There’s plenty of information about the benefits of the 
initiative, as well as the ongoing challenges. But there’s 
little acknowledgement of the actual solutions that are 
being developed to solve real, existing customer issues. 

That’s what this report will focus on – uncovering the 
true potential of Open Finance. 

Unfortunately we can’t be completely exhaustive, 
but by speaking to both customers and some of the 
most exciting participants in the ecosystem today, 
Woodhurst have sought to understand what the 
biggest pain points are for customers, how these are 
being addressed in the market, and what more needs 
to be done to turn Open Finance into a reality. 

“Open Banking is one dimensional. Open Finance is two dimensional. 
And Open Data is 3D.”

SAMANTHA SEATON, CEO OF MONEYHUB



“It’s about eliminating the “hover”. That brief pause  
before clicking on your banking app, for a fear of  
what you might see.” 

SAM OAKLEY,  
HEAD OF MARKETING AT BUD
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Setting the scene
The number of individuals and small businesses that have 
used Open Banking products or services has more than 
doubled in 2020. 

Over 2 million users have now actively 
engaged with banking solutions that 
present an enhanced level of account 
information, or initiate payments, using 
Open Banking APIs. 

This is heralded as a success story, and 
for the most part it should be – 2 million 
end users are  benefiting from this 
innovation across banking. 

However, this still only represents 
around 4% of the consumer banking 
population of the UK. Furthermore, 
research conducted by Woodhurst 
in September 2020 showed that 38% 
of people still aren’t aware of Open 
Banking as a concept. 

This, coupled with the fact that Open 
Banking can only ever cover a sliver 
of a consumer’s financial landscape, 
should be some cause for concern. 

But that’s where Open Finance can 
come in. 

We know that customers will use 
solutions that will be valuable to them. 
By extending the use of open data 
beyond traditional payment accounts 
to include savings, investments, 
pensions, credit, insurance and 
mortgages, the potential value to 
customers is exponentially increased. 

And right now, that’s incredibly 
important because this is a difficult time 
for people. 41% feel anxious, worried or 
stressed about their financial situation, 
with the overwhelming majority 
becoming more conscious of this 
situation since the pandemic struck in 
March 2020. 

Open Finance has the power to relieve 
some of this anxiety, worry and stress. 

As Rob Haslingden, Head of Digital 
Propositions for Experian puts it, 
Open Finance can give financial 
institutions “a more holistic view of 
customer wellbeing.” This framing of 
the opportunity is so important, and 
one that is heard time and time again. 
Open Finance puts control back in the 
hands of the customer, but it also gives 
organisations the power to make their 
customers’ financial lives easier and 
less stressful. 

4+96z4%

Only 4% of the  
population are benefiting 

from Open Banking

38+62z38%

38% are not aware of Open 
Banking as a concept

41% 
of individuals feel  
anxious, worried or  
stressed about their  
financial situation

https://www.openbanking.org.uk/insights/two-million-users/
https://www.gov.uk/government/publications/business-population-estimates-2019/business-population-estimates-for-the-uk-and-regions-2019-statistical-release-html
https://www.gov.uk/government/publications/business-population-estimates-2019/business-population-estimates-for-the-uk-and-regions-2019-statistical-release-html
https://www.gov.uk/government/publications/business-population-estimates-2019/business-population-estimates-for-the-uk-and-regions-2019-statistical-release-html
https://www.statista.com/statistics/936174/number-of-adults-with-a-retail-or-savings-bank-account-united-kingdom/
https://www.statista.com/statistics/936174/number-of-adults-with-a-retail-or-savings-bank-account-united-kingdom/
https://www.statista.com/statistics/936174/number-of-adults-with-a-retail-or-savings-bank-account-united-kingdom/
https://www.statista.com/statistics/936174/number-of-adults-with-a-retail-or-savings-bank-account-united-kingdom/
https://www.statista.com/statistics/936174/number-of-adults-with-a-retail-or-savings-bank-account-united-kingdom/
https://www.gov.uk/government/publications/business-population-estimates-2019/business-population-estimates-for-the-uk-and-regions-2019-statistical-release-html
https://www.gov.uk/government/publications/business-population-estimates-2019/business-population-estimates-for-the-uk-and-regions-2019-statistical-release-html
https://www.gov.uk/government/publications/business-population-estimates-2019/business-population-estimates-for-the-uk-and-regions-2019-statistical-release-html
https://www.statista.com/statistics/936174/number-of-adults-with-a-retail-or-savings-bank-account-united-kingdom/
https://www.statista.com/statistics/936174/number-of-adults-with-a-retail-or-savings-bank-account-united-kingdom/


3

But to benefit, customers have to engage
Woodhurst found that only half of 
people would be comfortable sharing 
data between banks or providers of 
financial products, whilst less than 40% 
of people would be comfortable sharing 
data with a non-bank third party. 

Trust is essential and it makes you 
wonder whether the word “Open” should 
ever have been associated with these 
initiatives. As Amy Kroviak, Co-founder of 
Open51 says “if I could go back in time, 
I’d ban the word Open full stop, because 
Open doesn’t work, it scares consumers.”

But balanced keenly alongside the 
importance of trust, is that of ensuring a 
positive value exchange. 

Once customers can see how these 
products and solutions will help them to 
manage their finances more effectively, 
less than 10% state that they would be 
uncomfortable sharing their data.

This is the crux of our report. 

To truly uncover the potential of Open 
Finance, we can’t just talk about it in 
general terms. We can’t just relay the 
expected benefits back to customers. 
We need to highlight, with specific detail, 
the products and solutions that are 
being developed today, to show how 
Open Finance can dramatically improve 
customers’ financial lives. 

50+50z50%

50% would be comfortable 
sharing data between 

banks or financial providers

40+60z40%

40% would be comfortable 
sharing data with a non-bank 

3rd party

“There are a lot of 
interesting opportunities 
in providing trust style 
services in the digital 
space, rather than just 
in the physical world… 
areas such as consents, 
privacy, guarantees, 
and safeguarding of 
digital assets.”

DANIEL GLOBERSON,  
HEAD OF OPEN BANKING 
AT NATWEST

“People do share data, when 
the product is important  
to them.” 

RACHEL BOOTH,  
CO-FOUNDER OF METTLE

90+10z90%

90% would be comfortable 
sharing data if it helped 

them manage their finances



1
To understand  
their financial position

3
To be able to easily  
switch between  
those products

2
To understand  
the products they  
currently hold and  
those available to them  
across the market

4
To make payments  
within and across  
the financial ecosystem

4

The Open Finance ecosystem
As well as the thousands of entities that were already regulated to provide 
financial products, PSD2 also introduced entities that are regulated to process 
data or initiate functionality on a consumer’s behalf – gluttons for acronyms 
can fill their boots on ASPSPs, AISPs, PISPs, TPPs and TSPs. 

It could be argued that Open Finance doesn’t need to increase the number of 
regulated roles, it should only need to extend their scope.

As Sam Oakley, Head of Marketing at Bud neatly put it, to make it easier  
for consumers to be better at managing their finances, consumers need:

SWITCH PAY

In simple terms, across banking, savings, credit, investments, mortgages, pensions, insurance and 
accounting, for both individuals and SMEs, there need to be entities that:

 • Distribute financial products and hold customer, 
product, account and transaction data

 • Extract that data securely with the consent of an 
authenticated user

 • Analyse that data to provide both consumers and 
organisations with meaningful, actionable insight

 • Perform account based actions on behalf of 
an authenticated, consenting user (e.g., initiate 
payments, account switching)
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A functional view of the ecosystem

These needs have created a flourishing ecosystem of 
innovative companies working alongside established 
and ever-evolving financial services providers. 

Some are tackling the challenge of identity, 
authentication and consent, seeking to create a 
seamless way for customers to access their data  
and perform actions upon it in the most secure  
way possible. 

Others are weaving the threads of the industry 
together by standardising the way in which data is 
sourced, analysed and distributed – both in response 
to and pre-empting regulatory guidelines. 

And many are using this greater availability of deeply 
insightful data to create new products and solutions 
for customers or reshaping those that already exist. 

This report will bring to life many of these organisations, 
the real customer problems that they are tackling, 
and the benefit that they are providing to the industry 
as a whole. 

“The optimal way for Open Finance 
to be delivered is if all organisations 
who are attempting to try and fix 
certain parts of the jigsaw puzzle 
work together”

HARRY WEBER-BROWN,  
DIGITAL INNOVATION DIRECTOR AT TISA

Financial ProvidersUsers

Data provision

Regulators

Industry bodies

Government

Data analysis

Authentication 
+ consent

Banking

Consumer Incumbents

Saving Credit Wealth Mortgage Pension Insurance

£

New providers Brokers

SME

Regulation and government intervention is, 
and will continue to be, a key component of 
the Open ecosystem. In some instances, 
data and functionality will become “Open” 
as a matter of competitive advantage, in 
others a regulatory drive will be needed

Industry bodies like the OBIE and TISA have a 
key role to play in fostering collaboration 
across all areas of the market to create open 
standards and solutions, in the absence of 
and in preparation for regulatory direction

Payments & functions

Providers that can standardise, aggregate 
and analyse data across multiple sources 
and formats are becoming the integration 
points for the entire industry

Financial Providers can utilise Open Finance data to improve existing 
products and services, or to create new products entirely 

PSD2 set the foundation for executing functionality through third 
parties – ie., bank to bank payments. Open Finance can extend this to 
product switching, onboarding and more

Identity, 
authentication 
and consent is 
arguably the 
most important 
aspect of an 
Open Finance 
ecosystem

Users – both 
consumers and 
SMEs - should be 
the ultimate 
beneficiaries of an 
Open ecosystem 
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Open Finance: Scope, solutions and 
success stories
Open Finance looks to broaden the horizons that Open Banking has started 
to deliver.

The FCA ‘Call for Input’ published in December 2019 
references the additional use cases that require 
consideration in the conversation about Open Finance: 
savings, credit, investments, mortgages, pensions, and 
insurance for both individuals and businesses.

Through discussions with over 20 organisations 
working across Open Finance in the UK today, we’ve 
tried to span the entirety of these sub-sectors, bringing 
to life the amazing things that people are doing today. 

Naturally it’s impossible to be exhaustive. The industry is 
ever-evolving: whether it be new solutions, new products, 
new partnerships or new initiatives; it never stays still. 

But it is possible to provide a flavour of how 
organisations are already embracing the additional 
data that can be made available to them today, and 
how they are preparing for additional functionality 
that may be available in the future. 

This sits alongside research conducted by Woodhurst 
into customer pain points, because overwhelmingly 
people acknowledge that Open Finance can and will 
create value for customers.

Of course, there are also challenges. Not only will the 
industry need to implement changes that enable 
Open Finance, but they will also need to be careful 
that their solutions and products always create good 
outcomes for customers. 

The following eight sections outline the scope of Open 
Finance, the solutions being created now and for the 
future, and the success stories of the industry. 

Cross
Sectoral

WEALTH MANAGEMENT MORTGAGES CREDIT

SMEINSURANCEPENSIONSSAVINGS

“One of the reasons that we talk about 
Open Finance so much is that the value 
to consumers is potentially so great.” 

VAUGHAN JENKINS,  
DIRECTOR OF BUSINESS DEVELOPMENT  
AT MONEYHUB

https://www.fca.org.uk/publication/call-for-input/call-for-input-open-finance.pdf


Cross Sectoral
It’s quite clear that financial wellbeing in the UK is at 
an all-time low and has only been exacerbated by  
the pandemic. 
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94+6z94%

94% of UK employees suffer 
from money worries

47+53z
63+37z
60+40z

47%

47% do not feel confident making 
decisions about financial products 

and services

63%

63% do not feel they can 
determine what happens in their 

lives when it comes to money

60%

60% would switch FS 
provider if they were offered 

a better deal elsewhere

“The real benefits in Open Finance come from trying to 
redress the balance between consumer insight and the 
power of the financial services sector. This will help to drive 
better deals, more appropriate products and services, and 
to ensure that suitability of those products is fit for purpose 
in the long term.” 

VAUGHAN JENKINS,  
DIRECTOR OF BUSINESS DEVELOPMENT AT MONEYHUB

The data paints a picture of a population 
of people that don’t feel confident or in 
control of their finances but clearly do 
have an appetite to find a better deal. 

Cue Open Finance and the array of tools 
and solutions it can offer to correct  
this imbalance.

It’s important to first consider those 
solutions that will sit across the industry, 
rather than in a single sector. Mortgages 
are a type of credit; pensions a form of 
investment; and millions of people blur 
the lines between their business and 
personal finances. We cannot, therefore, 
only look at each sector in a silo. 

Sector specific solutions are incredibly 
important, but those taking a cross-
sectoral approach to Open Finance 
are developing tools that support a 
customer’s entire financial life, taking 
them on a journey from awareness, 
education and inclusion, towards savings, 
wealth and planning for life events.

We also need to be aware that the 
Open Finance solutions that are driving 
‘digital’ financial inclusion, do not 
exclude the 11.9 million people in the UK 
that are not digitally able. 

OneBanks is the physical representation 
of Open Banking and Open Finance 
– providing a human face to address
the challenges faced by the vast
numbers of people who do not have
the capability to use technologies. This
complementary solution leverages
Open Data to address every single part
of financial inclusion.

TISA established the Open 
Savings and Investments project 
in January 2019, as the two 
areas are inextricably linked and 
are being developed in unison. 
TISA is working to provision a 
common set of open  
standards, APIs and a 
Governance structure  
to allow customers to  
share their data  
between firms.

https://www.closebrothersam.com/for-employers/news-and-insights/25-million-uk-employees-affected-by-money-worries-while-at-work/#:~:text=The%20vast%20majority%20of%20UK,new%20research%20from%20Close%20Brothers.&text=Additionally%2C%20two%20in%20five%20(40,their%20finances%20always%20or%20often
https://www.closebrothersam.com/for-employers/news-and-insights/25-million-uk-employees-affected-by-money-worries-while-at-work/#:~:text=The%20vast%20majority%20of%20UK,new%20research%20from%20Close%20Brothers.&text=Additionally%2C%20two%20in%20five%20(40,their%20finances%20always%20or%20often
https://masassets.blob.core.windows.net/fincap-cms/files/000/000/457/original/Financial-wellbeing-capability-UK-adults-poverty-debt-saving-numeracy-infographic.pdf
https://masassets.blob.core.windows.net/fincap-cms/files/000/000/457/original/Financial-wellbeing-capability-UK-adults-poverty-debt-saving-numeracy-infographic.pdf
https://masassets.blob.core.windows.net/fincap-cms/files/000/000/457/original/Financial-wellbeing-capability-UK-adults-poverty-debt-saving-numeracy-infographic.pdf
https://masassets.blob.core.windows.net/fincap-cms/files/000/000/457/original/Financial-wellbeing-capability-UK-adults-poverty-debt-saving-numeracy-infographic.pdf
https://masassets.blob.core.windows.net/fincap-cms/files/000/000/457/original/Financial-wellbeing-capability-UK-adults-poverty-debt-saving-numeracy-infographic.pdf
https://masassets.blob.core.windows.net/fincap-cms/files/000/000/457/original/Financial-wellbeing-capability-UK-adults-poverty-debt-saving-numeracy-infographic.pdf
https://www.lloydsbank.com/assets/media/pdfs/banking_with_us/whats-happening/LB-Consumer-Digital-Index-2019-Report.pdf
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How are Open Finance solutions cutting across the industry?

Sourcing data
The Open Banking standard, in theory, made it easy 
to integrate with APIs to source bank transaction data. 
However, there are two problems with this. Firstly, the 
scope of these standards extends only so far and 
certainly not far enough to encompasses the entirety 
of Open Finance. Secondly, managing multiple API 
integrations can be an overhead for a company or a 
function that just wants to do interesting things with 
the data. 

This bred several companies that have taken on the 
challenge of connecting the dots across the industry – 
creating integrations, in one way or another, to source 
bank transaction data, but also beginning to straddle 
savings, investments, pensions and more. 

TrueLayer, Moneyhub, Bud, Tink, and more recently 
Plaid, are the data providers that enable many of the 
Open Banking and Open Finance solutions being 
created today. Their importance to this ecosystem 
cannot be overstated – they play a part in nearly 
every solution referenced in this report. 

Surfacing insights

As such, Personal Financial Management (PFM) 
tools have sprung up across the market in recent 
years – Money Dashboard, Mint, Emma, Yolt have taken 
advantage of the ability to surface insights that help 
customers to manage their money more effectively. 
As too have the incumbent banks – NatWest, HSBC, 
Barclays, Lloyds and co. are all developing similar 
functionality. These tools will only strengthen as Open 
Banking shifts towards Open Finance. 

Equally, organisations like Experian and DirectID are 
unpacking the value in bank data so that businesses 
can make better decisions about their customers to 
support product distribution. 

Giving users the power to do more 
It’s what you do with the data, and what you do with 
the insights, that counts. 

Fintech Lumio coins itself as the next generation 
of personal finance. Lumio connects your entire 
financial life in seconds, identifies your ‘Lazy Money’ 
that isn’t being optimised (like low savings interest or 
investment returns), and then suggests the products 
and services from its independent marketplace that 
will optimise and grow your money. Soon Lumio will 
have the power to automatically switch the customer 
to the best product for them, making insights 
actionable and growing their customers money, 
optimally, on autopilot. 

This ability to aggregate data is  
a foundation on which Open Finance 
can be built. When coupled with  
insights that can be surfaced  
from this data, customers get the  
clarity that really allows them to  
manage their finances. 

“There is a large advice gap. Existing 
solutions are a bit like an Apple watch 
that gives you lots of insights but doesn’t 
actually tell you what the next steps are, 
so none of those insights are actionable.” 

ADRIAN SHEDDEN,  
CO-FOUNDER OF LUMIO



“It’s well written that 
Financial Literacy 
and Financial 
Numeracy in this 
country is at an all-
time low.”

ANTHONY MORROW,  
CO-FOUNDER OF  
OPENMONEY

52% 
of individuals find it 
easy to save money

70% 
regularly save for 
short term goals  
(e.g. a holiday)

61% 
regularly save for 
long term goals  
(e.g. a house)

Savings
Saving is a critical element of managing our personal 
finances, and it tends to be the method that most 
individuals rely on, with investments being more 
financially exclusive in many respects. In fact, savings is 
arguably the first step in solving two key issues, Financial 
Inclusion and Financial Wellbeing. 

Somewhat worryingly, 1 in 10 Brits 
have no savings at all, while a third of 
Brits have less than £600 in savings. 
For people falling into these brackets, 
even a small change in their approach 
to savings could make a great deal of 
difference to their financial wellbeing 
and provide a buffer of comfort to deal 
with life’s unexpected challenges.

Whether it is for a holiday, a house, or a 
Hoover, our customer research shows 
that over 70% of us regularly save for 
some sort of goal. Despite this, only 52% 
of us find it easy to save money.

So why are people struggling to save 
effectively today?

9

Education
Financial literacy is the first hurdle when it comes to encouraging effective 
saving. Customers must have some level of knowledge around how and 
when they should save, before then consciously changing their behaviour and 
approach to their finances in general (not just savings). 

Visibility
Most of us have no idea what our average monthly spending is, as we 
probably have multiple credit cards and current accounts to keep track of. To 
make informed saving decisions, customers need to have a single view across 
their accounts and existing savings.

Short term thinking 
10% more of us save for short term goals than for longer term life goals, 
such as buying a house. People tend to get so wrapped up in the immediate 
future that we find it hard to imagine a 5 or 10-year time horizon, let 
alone prepare for it. Switching instant gratification behaviours to delayed 
gratification behaviours is a major barrier to encourage saving. 

http://finder.com/uk/saving-statistics
http://finder.com/uk/saving-statistics
http://finder.com/uk/saving-statistics


76% 
would like to see how 
savings grow over time

71% 
would use a service 
that automatically 
moves savings to an 
account with the best 
interest rates

71% 
would find it useful to 
see their accounts in 
one app

64% 
would find it easier if 
an app automatically 
saved for them based 
on affordability

Marketplace gaming
Savings “marketplaces” must 
remain impartial to the products 
they advertise to ensure the best 
outcome for the customer.

Switch friction
Providers are going to have to 
overcome the technical and legal 
friction of automated account 
switching. 

Trust
The industry has a long way to go to 
create a trust framework between 
the customer and the many 
different providers in the market.C

O
N

SI
DE

RA
TI

O
N

S
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How could Open Finance solve some of the 
key issues with Savings?

Budgeting and  
forecasting tools 
Open Banking has given rise to a 
whole host of budgeting tools that help 
customers to meet their savings goals. 

Cleo provides insights into your savings 
and spending habits via a chatbot user 
interface, helping to change patterns 
of behaviour. 

Moneyhub provides a tool within their 
platform that targets retail offers based 
on spending, helping customers to then 
move real savings that they make on 
purchases into a savings pot. 

Additionally 75% of customers are calling 
for a tool that shows how their savings will 
grow over time – which will go a long way 
to shift behaviour from the short to long 
term. Envizage’s analytics engine goes 
the extra mile to create a comprehensive 
overview of an individual’s financial future 
based on their current financial situation 
and life aspirations. 

Automatic saving 
As many people don’t realise what they 
can afford to save, there’s great power in 
tools that can do it for them. 

Chip uses existing Open Banking rails to 
connect to an individual’s bank account 
and automatically save money based on 
what the individual can afford. 

Services, such as MoneyBox, round up 
individual transactions and save the 
difference (e.g. buying a £2.40 coffee 
means 60p is siphoned off into savings). 

Interestingly, however, customers 
appear less inclined towards an app that 
automatically saves their money, possibly 
due to a desire to retain some level of 
control on how much they have available 
to spend at any time.

Automated product 
switching 
The next natural advancement is to 
move customers’ savings to the account 
or product that is best for them. 

Lumio is creating a tool that aims to 
automatically switch customers to 
the savings, investment and lending 
products that are best for them 
according to their complete financial 
picture, values, lifestyle and goals.

Similarly, Akoni’s cash management 
platform can identify the best location 
for a customer’s money based on 
their current situation and preferences. 
Importantly, via an API integration their 
solution can sit behind a provider’s 
interface – allowing the bank or provider 
to maintain the customer relationship 
while Akoni makes sure the customer 
gets the best product for them. 

“Open Finance has got a long way to go, 
and the true test will be when a bank 
starts selling another bank’s products 
because it’s the best thing for the 
customer” – Mark Hartley, Co-founder 
of Bankifi.



60% 
60% of customers find  
investing too difficult

58% 
58% of customers 
do not actively invest

Wealth Management
We should all be trying to make the most of our money 
and making it work harder for us. But to 60% of all 
customers the process seems difficult, with a number 
of hurdles to cross that ultimately prevent them from 
investing at all. 

What stops people 
from investing?
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37+63z
50+50z

26+74z
37%

37% think investing is  
too risky

50%

50% cannot afford  
to invest

26%

26% feel they do not have 
the information they need 

to invest

How could Open Finance solve some of the 
key issues with Wealth Management?
Making investments more accessible and affordable

The number one barrier to investment is 
a customer-held belief that they cannot 
afford to invest. 

A key benefit of Open Finance is 
bringing wealth management services 
to the masses and cultivating financial 
inclusion. There are a number of  
robo-advisers in the market that turn 
existing financial services products on 
their head by combining low fees with  
a low barrier to entry.

Plum allows you to begin investing from as 
little as £1, allows you to set how much you 
want to invest and Plum will automatically 
do it for you, as well as allowing you to 
deposit and withdraw money as little or as 
often as you would like. 

Nutmeg’s mission from the outset has 
been to offer the same high-quality 
wealth management and investment 
services ‘previously only available to the 
very wealthy’ to many more people at 
a much lower cost. They deliver their 
wealth management, investment and 
financial advice services digitally to over 
100,000 customers. 

“At Nutmeg, our goal is to 
level the playing field in 
wealth management. By 
providing customers with 
a tech-enabled approach 
to their finances, we are 
helping people to achieve 
their goals and be in a 
better financial position 
today and in the future.”

MAX RAE,  
HEAD OF PRODUCT  
AT NUTMEG

£
£



“Financial literacy in 
this country is at an 
all-time low. The idea 
that people that are 
recognised as having 
low levels of financial 
literacy can somehow 
make informed 
decisions and take the 
risk on themselves is just 
ridiculous”

ANTHONY MORROW,  
CO-FOUNDER OF OPENMONEY

What stops people 
from investing?

12

Helping customers to identify suitable products
However, there is an argument to 
suggest that Open Finance should 
enable customers to find the products 
that are suitable for them specifically – 
which may not always be investment 
based. 

OpenMoney provide a recommendation 
based on your personal circumstances 
– taking into account your entire 
financial landscape - and how
much risk you would like to take. This 
recommendation will explicitly tell you 
whether they think investing with them 
is right for you, and if so what you could 
invest in.

Customers need to be able to trust the 
technology and the providers to give 
them safe, honest and transparent 
options and advice. But they also need 
to understand the actual product that 
they are buying. Further education 
and awareness is absolutely essential 
across the investment and wealth 
management market.

Reducing the barrier to financial advice
There’s a widely held belief in the 
market that financial advice should be 
democratised and available to all. This 
can be achieved in two ways. 

Firstly, previously mentioned robo-
advisers can couple affordable entry 
into the investment market with readily 
accessible, personalised advice based 
on an individual’s specific financial 
circumstances. 

Secondly, organisations like Visible 
Capital are helping advisers capitalise 
on regulatory changes and technology 
advances in order to get the data they 
need to give their customers better 
insights and advice.

Finally, Akoni provide a platform that 
allows advisers to factor in and manage 
cash alongside the investments. 
Their platform and solutions allow for 
automatic rebalancing and optimisation 
of cash portfolios and generation of 
tailored insights. Again allowing financial 
advisers to have a more holistic view of 
the customers' overall financial picture 
and ensure greater returns.

“There’s a whole section 
of the market that is not 
getting served. There are 
only 4.5 million UK adults 
that use advisers, one in 
ten. Some people may have 
an accountant or use a 
PFM tool, but ultimately 90 
percent of the population 
in the UK is not getting any 
financial advice from an 
advisor in any way.”

ROSS LAURIE,  
CEO OF VISIBLE CAPITAL

12+88z
12+88z

7+93z
12%

12% think financial advisers 
are too expensive

12%

12% feel they can’t 
accurately see the returns

7%

7% do not trust financial 
advisers



Pensions
The pensions market is a 6 trillion-pound industry that is 
ripe for innovation and disruption. For too long consumers 
have passively built up a pension pot with no real regard 
for the future life it will allow them to lead. Any attempt to 
increase consumer engagement with their pensions or to 
optimise processes more generally have been blocked by 
bureaucracy and complexity. 
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47+53z47%

Only 47% of people feel 
confident their pension is putting 

them on track for retirement

44+56z
60+40z
80+20z

44%

Only 44% of people find it 
easy to manage their pension

60%

60% of pension savers don’t know 
their current pension balance

80%

80% leave their pension behind 
when they switch jobs

60% of pension savers don’t know their 
current pension balance and 80% leave 
their pension behind when they switch 
jobs. Coupled with this, there is currently 
over £20 billion in lost or unclaimed 
pensions in the UK. Research conducted 
by the World Economic Forum showed 
that retirees worldwide will outlive their 
savings by a decade. With a distinct 
lack of trust, transparency and clarity, 

the pensions industry is clearly failing to 
meet customer needs. 

Open Finance can transform the 
pensions industry and change 
customers’ behaviour and interactions 
with their pensions. 

Without clarity, you can’t gain control 
over your finances.

How could Open Finance solve some of the 
key issues with Pensions?
Complete consolidated view
The Pensions Dashboard Programme 
is a good first step towards progress, 
and highlights how the industry and 
regulators have finally recognised the 
pressing need to transform and do 
more for customers. 

The pensions dashboard will allow 
customers to find and see all of their 
lifetime pension savings in one place, 
finally giving a clear and complete 
picture of their true pension amount. 

However, limitations in the scope of  
the service coupled with delays until  
at least 2023 suggest that a more 
general approach to open pensions 
should be developed in parallel. 
Customers need access to key 
pension data that will help them to 
make informed decisions – balances, 
charges, investment information. 

50x 
PensionBee predicted that fully 
opening up pensions data could 
create 50 times more value for 
consumers than a pension finder 
service such as the pensions 
dashboard.

https://www.ons.gov.uk/peoplepopulationandcommunity/personalandhouseholdfinances/incomeandwealth/bulletins/pensionwealthingreatbritain/april2016tomarch2018#:~:text=Total%20private%20pension%20wealth%20in,2008%2C%20after%20adjusting%20for%20inflation
https://bandce.co.uk/general-public-attitudes-towards-pension-dashboard
https://bandce.co.uk/general-public-attitudes-towards-pension-dashboard
https://bandce.co.uk/general-public-attitudes-towards-pension-dashboard
https://bandce.co.uk/general-public-attitudes-towards-pension-dashboard
https://bandce.co.uk/general-public-attitudes-towards-pension-dashboard
https://bandce.co.uk/general-public-attitudes-towards-pension-dashboard
https://bandce.co.uk/general-public-attitudes-towards-pension-dashboard
https://bandce.co.uk/general-public-attitudes-towards-pension-dashboard
https://bandce.co.uk/general-public-attitudes-towards-pension-dashboard
https://bandce.co.uk/general-public-attitudes-towards-pension-dashboard
https://www.ii.co.uk/analysis-commentary/nearly-ps20-billion-lost-unclaimed-pensions-heres-how-you-can-track-yours-down-ii511612#:~:text=Pension%20pots%20worth%20nearly%20%C2%A3,%C2%A313%2C000%20for%20each%20pot
https://www.ii.co.uk/analysis-commentary/nearly-ps20-billion-lost-unclaimed-pensions-heres-how-you-can-track-yours-down-ii511612#:~:text=Pension%20pots%20worth%20nearly%20%C2%A3,%C2%A313%2C000%20for%20each%20pot
https://www.weforum.org/agenda/2019/06/retirees-will-outlive-their-savings-by-a-decade
https://www.pensionbee.com/press/hidden-pension-data-open-finance-initiative
https://www.pensionbee.com/press/hidden-pension-data-open-finance-initiative
https://www.pensionbee.com/press/hidden-pension-data-open-finance-initiative
https://www.pensionbee.com/press/hidden-pension-data-open-finance-initiative
https://www.pensionbee.com/press/hidden-pension-data-open-finance-initiative
https://www.pensionbee.com/press/hidden-pension-data-open-finance-initiative
https://www.pensionbee.com/press/hidden-pension-data-open-finance-initiative


Lack of corporate incentive – regulatory or otherwise
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The pensions industry is typified 
by a heavily manual mode of 
operation, paired with complex, 
sometimes inequitable products. 

It is not in the interest of many 
providers to open their data in the 
name of competition or otherwise, 
and for those that would be 
inclined to do so, there are huge 
technical hurdles that need to be 
overcome. 

This is why and where regulation 
needs to come in. 12 providers 
own around 80% of the defined 
contribution pension data in 
the ecosystem. If these 12 were 

compelled by the FCA to open up 
their data to customers and third 
parties via APIs, solutions could 
develop at pace. 

But as we’ve seen through the 
ongoing delays to the pensions 
dashboard, sometimes a regulatory 
drive alone is not enough. More 
needs to be done to highlight the 
huge cost benefits of enabling an 
Open Data landscape, as well as 
the competitive advantage it can 
bring to a firm. 
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Projections
Over 70% of consumers said that they would like to see a projected future 
value of their combined pensions. 

PensionBee allows you to estimate your projected retirement income 
based on how much you’re saving and how many years you have left 
until retirement. Using their solutions you can model how changes to your 
contributions and spending can impact your retirement income, allowing 
you to take action and make changes now to ensure you are on track to 
meet your future retirement goal.

By fully embracing Open Finance, pension providers and aggregators in 
the market can combine transaction, savings, investment and pension 
data to make automated, informed assessments on whether customers 
are setting themselves up for a financially stable retirement. 

Optimisation
Firstly, Open Finance will allow customers to optimise their current 
pension pots to maximise their potential returns. Once data is readily 
available, digital tools can offer actionable assessments on how 
customers could switch to lower cost providers, better allocate their 
existing funds, or increase their contributions over time. 

Secondly, it will enable advice on how best to withdraw, manage and 
structure a pension once it can be accessed. PensionBee have created a 
drawdown calculator that illustrates how much tax a customer could be 
charged on future withdrawals. Building on this, customers would benefit 
from insights on how to drawdown and manage their pension in the 
most optimal way based on their specific needs. 

“It has been quite an 
effort for many financial 
institutions to deliver Open 
Banking capabilities to 
the market - and this 
in an industry with fully 
digital customer channels.  
Perhaps a bigger 
challenge is in sectors such 
as pensions, where some 
providers have yet to offer 
a fully digital customer 
experience and will really 
need to invest and step-up 
to meet the demands of 
Open Finance.”

DANIEL GLOBERSON,  
HEAD OF OPEN BANKING  
AT NATWEST

https://www.pensionbee.com/press/hidden-pension-data-open-finance-initiative
https://www.pensionbee.com/press/hidden-pension-data-open-finance-initiative
https://www.pensionbee.com/press/hidden-pension-data-open-finance-initiative
https://www.pensionbee.com/press/hidden-pension-data-open-finance-initiative


Insurance
One of the biggest challenges when purchasing 
insurance is the complex nature of the product. Many 
customers are put off by the sheer volume of data they 
must enter, only to receive lengthy policy documents 
filled with jargon. In fact, less than 50% of customers 
understand what factors determine the price of their 
insurance policies. 

The Insurance Distribution Directive 
has already gone some of the 
way to simplifying the purchasing 
journey for customers, by ensuring 
a consistent and jargon free policy 
summary is provided. However, 
price comparison sites still focus 
on only a few key factors, such as 
price and Defaqto rating, rather 
than tailoring offers to the specific 
needs of the customer. 

Many insurers are already using 
supplementary data to enhance 
their risk-based pricing models. 
The likes of Vitality and ByMiles 
use customer data on health/
fitness metrics and car telemetry 
respectively to price customer 
premiums and incentivise risk 
reducing behaviours.
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51% 
of customers don’t 
understand what is 
determining the price  
of their insurance

Why is Insurance complex today?

Complex products 
The technical nature of insurance products makes side-by-side comparison very 
difficult for consumers. Comparison sites have gone some of the way to improving 
this, allowing customer data to be provided to multiple insurers at once, but many 
of the products aren’t truly like for like.

Fragmented portfolio 
Most people hold multiple policies across multiple providers, for example having 
travel, car, home, and mobile phone insurance with different companies. Our 
customer research shows that the majority of individuals (65%) would find it useful 
to see all their policies and providers summarised in a single app.

One size fits none 
Customers are increasingly looking for personalised deals when it comes to 
insurance. Our research shows that most customers would happily share their data 
with other providers so they can receive offers that are tailored to their profile and 
specific needs.



 
Start with digital 
Although aspects of the industry 
have embraced digital to support 
comparison tools and rapid pricing, 
large chunks remain very manual. 
Institutions will need significant 
transformation before they can 
leverage Open Finance’s true 
potential. This isn’t just about 
customers either, sharing data will 
improve operational processes in 
the long run.

 
Be aware of 
marginalisation 
As pricing models have access 
to more and more customer 
data, there is a real concern 
around  marginalising customers. 
In the same way that customers 
with poor credit history are 
refused loans, individuals with 
unfavourable data may be priced 
out of certain  products. 

 
Business model 
Incumbent insurers have valuable 
proprietary data which could be 
leveraged by new players with 
more powerful analytical models. 
Established insurers will need to 
be incentivised to share this data – 
financially or through partnerships 
– or be mandated by regulations. 
Either outcome will lead to a shift in 
the landscape.
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How could Open Finance help the insurance industry?
Policies all in one place
Within traditional banking, many have commented 
that aggregation will just become a commodity. 

But across insurance it feels like more of a pipe dream 
– and yet this is overwhelmingly the feature that 
customers want to see most. 

Companies such as Brolly provide a service that allows 
customers to see the details of all their policies in one 
place. Brolly also provides actionable insights by using 
AI to assess various policy documents to check for 
things like duplicate or missing coverage.

Automatic renewals and switching
Once the technical rails have been created to aggregate 
policy information, a third-party provider could begin to 
automate the renewal and switching process. 

When a car insurance policy is due to expire, for 
instance, the intermediary could automatically go 
back out to the market and source the cheapest 
quote. The consumer could then consent to their 
details being passed to the new provider, and the 
policy is automatically established. This may result in 
third-party providers owning most of the customer 
interactions, rather than the insurers themselves.

Personalised pricing
If insurers are given access to more data on a 
customer, they could monitor changes to customer 
circumstances to flag if policy changes are required. 
This detailed view of customers’ data from other 
financial providers would also mean insurers are able 
to offer bespoke products and deals. Companies like 
Lemonade are already opening up elements of the 
insurance value chain, offering what they refer to as 
‘open-source policies’ where both customers and 
industry experts are able to shape the policy itself.

Similarly, Honcho has created a platform where 
insurers can bid for policies based on an individual’s 
specific needs. Customers have full transparency 
across the bids and are given a policy that is right for 
them. Honcho currently has bespoke connections with 
insurers, but Open Finance could automate this and 
increase coverage dramatically.



Consumer Credit
The consumer credit industry is arguably more open 
to change and innovation than most across financial 
services, and therefore a beacon of opportunity for  
Open Finance. 
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“We are seeing more 
and more gender and 
racial imbalances 
in algorithms across 
financial services where 
data goes into a black 
box - if the designers 
of the black box are a 
typical genre of person 
it will come out with that 
kind of bias.” 

FELICIA MEYEROWITZ SINGH,  
CEO OF AKONI AND FOUNDING 
MEMBER OF OPEN51

How will Open Finance enhance the 
consumer credit market?

Help those in a cycle of perpetual debt
We frequently talk about credit, but often we neglect the other 
side of the coin: Debt. 

OpenMoney is helping consumers to manage, save and invest 
their money, based on a complete view of their financial situation. 
For those in need, this journey begins with actionable advice to 
eradicate debt. 

Despite offering investment products, 
this approach puts the suitability, 
wellbeing and awareness of the 
customer at its heart – because Open 
Finance has the power to do more for 
customers. 

“This touches on vulnerable customers 
and personalisation before making 
assumptions or pushing product”, 
Vaughan Jenkins, Director of Business 
Development at Moneyhub. 

15 million people in the UK do 
not have access to affordable 
credit, creating huge 
disparities in financial inclusion.

Credit risk assessments can 
unintentionally disadvantage 
people based on background, 
ethnicity and gender.

To many, credit scores  
are opaque, confusing  
concepts that are hard 
to improve.



Don’t marginalise those 
at the margins
Personalised pricing may benefit 
those in favourable positions at the 
expense of those that need access 
to credit.

Credit Kudos’ collaboration with 
the Serve and Protect credit union 
for military and police has allowed 
previously underserved customers 
access to more affordable credit, 
with a rebate baked in when the 
individual displays positive financial 
behaviours. Through personalised 
products they have increased 
access to credit whilst improving 
financial education and wellbeing.

Product suitability can’t 
be ignored
Not everyone should have access 
to credit – Open Finance has the 
power to prevent greater hardship 
for those most in need.

Credit might not be the 
best answer
Greater availability of data is creating 
positive alternatives to credit. 

As one alternative, FastPAYE 
allows you to get access to the 
money that you’ve already earned 
before your predefined pay day. 
Importantly, it’s not credit. 
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Help those that struggle to access suitable products
Credit Kudos is transforming the credit scoring 
system, using financial transaction data to enable 
fairer and better credit decisions. They provide rich 
insights using Open Banking data to help lenders, 
brokers and financial institutions better understand 
a borrower’s financial behaviour. Their insights 
provide credit providers with a more detailed view of 
an individual’s current financial situation than what 
would be contained in a traditional credit report. 
These insights help lenders more accurately assess 
the affordability and credit risk of an applicant, in 
turn helping them to increase acceptances, reduce 
defaults and make faster credit decisions. 

Among other things, this is being used to increase 
responsible lending within the burgeoning and 
sometimes controversial Buy Now, Pay Later (BNPL) 
market. Credit Kudos’ enriched affordability insights 
enables BNPL lender Zilch to make more informed 
lending decisions.

Account Score similarly use bank transaction data to 
produce affordability assessments, but bolster this 
with traditional bureau data through their partnership 
with Equifax – creating a detailed, holistic view of an 
individual or small business. 

Their Financial Health Index has conclusively shown that 
women have a greater credit worthiness than bureau 
data alone would determine. This begins to remove the 
systemic bias that has existed for years and prevents 
swathes of credit worthy individuals from accessing the 
financial products they may need. 

Experian too have recently released their Scoreboost 
service. Consumers can share their banking data 
to boost their credit score and access better value 
services. Across the years, Experian’s front foot 
approach to data integration has allowed them to 
develop many products which enhance consumer’s 
financial lives. 

Help those that lack financial awareness
It’s well understood, and has been mentioned already, 
that financial education across the UK is low. 

By analysing bank transaction data – in the future, 
holistic financial data – credit bureaus, reference 
agencies and lenders should be in a position to help 
customers to improve their credit worthiness. 

Freedom Finance and AccountScore’s FusionScore is 
being used to surface an individual’s credit score whilst 
educating them with gentle nudges to move customers 
in the right direction. 

 

“More and more people want to 
educate themselves, and we are 
incredibly passionate about enabling 
that because financial education is 
absolutely critical.” 

EMMA STEELEY,  
CEO OF ACCOUNT SCORE



Mortgages
Today, getting a mortgage on a property is a cumbersome 
process. The worst part is that consumers don’t even want 
to purchase a mortgage – they want to buy a house. The 
mortgage is, unfortunately, a necessary evil. 49+51z49%

49% found the application and 
approval process too long

38+62z
38+62z

34%

34% found the application and 
approval process unclear

30%

30% found it difficult to 
compare providers
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Consumers 
highlighted three  
key challenges 

with the mortgage 
process today

How can Open Finance improve the 
mortgage process
Creating simple, consistent product comparisons
Mortgage brokers play an important 
role when comparing, assessing and 
applying for mortgage products, but still 
they hold a disproportionate amount of 
knowledge and sway. 

Digital alternatives are disrupting the 
market, helping customers to find the 
right product for them. 

In just 15 minutes, Habito can provide a 
consumer with an overview of suitable 

mortgage products across the entire 
market, based on their precise needs. 

However, this, and other solutions like it, 
still rely on the user to enter important 
information about income and 
expenditure. An integration with Open 
Banking data alone would increase 
the accuracy of the recommendations 
that these brokers could provide; 
when the market fully embraces Open 
Finance they would have an even 
richer picture still. 

4–6wks
On average it takes 
4-6 weeks from  
mortgage application  
to mortgage approval

15mins
In 15 minutes, Habito  
can provide an overview  
of mortgage products  
across the entire market



“This really slick process of 
transactions through to a 
mortgage offer is possible 
and all the technology 
exists today for it to be 
possible, we just need that 
ecosystem to mature a 
little bit.” 

RICHARD HAYES,  
CEO OF MOJO MORTGAGES

£

£
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Increasing the transparency of the mortgage 
approval process
Over a third of consumers believe  
that the biggest challenge when 
getting a mortgage is the unclear 
approval process. 

This speaks to both a gap in 
financial education as well as 
processes which are opaque, 
convoluted and highly manual. 

The former is already being 
addressed. Mojo Mortgages offers 
a Mortgage Score product, 
which allows consumers to get 
“mortgage ready.” This combination 
of analysis and advice gives the 
consumer powerful information, 
whilst providing them a greater 
understanding of the end to end 
mortgage process. 

As this evolves into the Mortgage 
Coach, customers will get 
important advice, in real time, to 
help them get mortgage ready. 

To address the latter, the industry 
could work towards a standardised 
workflow framework which the 
customer can see, and be notified on, 
within their preferred digital platform. 

Mojo Mortgages has been working 
with lenders across the market 
to add status updates to their 
API messages. This will provide 
customers with oversight of where 
their application sits across 18 stages 
of the process – a keen step in the 
direction of greater transparency. 

Reducing the lead time to secure a mortgage
A mortgage is not a trivial financial 
product. A consumer is entering into 
a contract of debt worth tens, if not 
hundreds of thousands of pounds, 
for the next 25 years or more. 

It makes sense, therefore, that a 
lender takes time determining 
whether this is someone that they 
should be lending to, and that the 
individual has time to fully appreciate 
the nature of the product. 

However, Open Finance can 
streamline this process, both 
improving the experience 
for customers and reducing 
organisational cost – whilst still 
ensuring the needs of both parties 
are met. 

The instant provision of 
categorised, analysed bank 
data, across a consumer’s entire 
financial landscape, can allow 
mortgage providers to make 
instant lending decisions with a 
greater degree of accuracy than 
previously. Rather than a customer 
having to dig out and provide 
months worth of bank statements, 
they could allow their mortgage 

provider to see their entire, current 
financial situation, through a simple 
mobile consent journey. 

Account Score have partnered with 
Click2Check to provide mortgage 
brokers with insightful, prequalified 
customer information, based on 
bank transaction data. 

To go the step further, solutions 
like this need to be embedded 
into the end to end mortgage 
application process. Once the 
customer provides personal and 
bank transaction data – ideally in a 
single click and biometric check – 
they are seamlessly taken from an 
affordability assessment, through 
to product comparisons, all the 
way to offer. 

With the greater availability of 
data, more thorough, insightful 
analysis, standardised workflow and 
product information, and a trusted 
approach to identity, the market 
could be entirely disrupted. 

33% 
of customers believe the 
unclear approval process 
is the biggest challenge to 
getting a mortgage

?



SME
Retail banking has always been the poster child of 
innovation, while SME and commercial customers 
are typically left behind and often undeserved. SME 
customers arguably require the most support from their 
banks, as these companies have a greater list of needs 
than a retail customer but may not have an in-house 
finance department to deal with them. 

Despite this, much of the Open Finance 
rhetoric currently in circulation neglects 
the SME and business customer – even 
the FCA Call for Input only mentions 
business customers briefly.

In fact, investors have started to notice 
this gap in serving SME customers too, 

with B2B Fintechs raising 5Bn Euros of 
funding between Jan-Oct 2020, while 
B2C Fintechs only raised 3.1Bn Euros. 

The needs of SME customers may also 
differ based on the size of the business, 
with the vast majority of UK businesses 
being sole traders.

What issues do SME customers face?

99+1z
60+40z

99%

99% of all private companies are 
sole traders and micro-businesses

60%

60% of the total workforce 
are sole traders and micro-

businesses
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4.5mil
There are 4.5million 
sole traders and micro-
businesses in the UK.

Late payments 
Late payments are a huge problem for businesses and can have dramatic 
impacts on cash flow. This is especially poignant during the current pandemic 
where many businesses are fighting to stay above water. “The average invoice 
cycle is 30 days, most businesses didn’t get paid for 56 days, that’s now gone 
up to 71 days as a consequence of Covid”, Mark Hartley, Co-founder of Bankifi.

Mixing business with pleasure 
Account aggregation isn’t as much of a priority for business customers as 
it is for individuals, as SMEs typically only have one bank account. However, 
sole traders will have business and personal accounts alongside a range of 
other financial products (e.g. indemnity insurance and home insurance). “The 
boundaries between what is in my name and my business name for a sole 
trader is a little bit more blurred”, Rachel Booth, Co-founder of Mettle.

One-way data street 
There has been little conversation about standardising the way that accounting 
platforms handle and open up customer data. Some argue that this has created 
a one-way of SME financial information, which may put banks in an unfavourable 
position. Bankifi aim to redress this imbalance, by packaging accounting services 
that banks can offer to their business customers, giving power (and data) back 
to the banks. “I think the banks have been unfairly treated compared to other 
providers like accounting package vendors who don’t have to share their data, 
which isn’t theirs of course, it’s my data”, Mark Hartley Co-founder of Bankifi.

https://sifted.eu/articles/fintech-b2b-funding-dominance
https://sifted.eu/articles/fintech-b2b-funding-dominance
https://www.fsb.org.uk/uk-small-business-statistics.html
https://www.fsb.org.uk/uk-small-business-statistics.html
https://www.fsb.org.uk/uk-small-business-statistics.html
https://www.fsb.org.uk/uk-small-business-statistics.html
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Supporting business payments
Both enhanced data integrations and 
payment initiations will serve to improve 
the rate at which small businesses get 
paid for their products and services.

Mettle helps its customers with invoice 
matching, tracking and payment 
reminders alongside the option of 
integrating with accounting packages 
- removing a significant administrative 
burden for small business owners.

Similarly, Bankifi are working hard to 
bring Request to Pay (RTP) to business 
banking, with the aim of saving SMEs 
and sole traders time on matching 
and chasing late payments, as well as 
reducing their fees. The opportunity for 
Open Banking payment rails to reduce 
payment times and reduce extortionate 
merchant fees is tremendous

Supporting business decisions
Both cash flow management and 
lending present great opportunities for 
optimisation using Open Finance. 

Finstant layers chatbot based cash 
flow forecasting with nudges that the 
business will need for key decisions 
along the way. Embracing the very 
essence of Open Finance, these nudges 
will provide timely recommendations 
of both financial and non-financial 
products that the business needs from 
its corporate partners. 

Account Score use Open Banking data 
alongside additional data streams 
(such as Companies House APIs) 
to help lenders to determine SME 
creditworthiness to provide them  
access to finance. 

Similarly, in a single integrated passport, 
Experian provides access to SME credit 
information, management account and 
bank transaction data to support loan 
decisions. Crucially, it also helps validate 
the authenticity of an SME to reduce 
loan fraud. 

Supporting employees 
Through employee benefits platforms, 
providers are creating solutions that 
help employees to better manage their 
money, which has a direct positive impact 
on employee wellbeing and productivity. 

Portify is partnering with organisations in 
the gig economy to improve the credit 
worthiness and financial wellbeing of 
their workers. 

FastPAYE and Wagestream allow 
employees to access their wages once 
they are earnt, disrupting the monthly 
payment cycle. 

OpenMoney’s WorkLife benefits platform 
makes personalised financial advice 
easily accessible to employees.

What can Open Finance do for business customers?
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What can the industry do to lay the 
foundations for Open Finance?
Open Finance is being embraced wholeheartedly by many areas of the industry, 
and the noise surrounding the concept will only increase as time goes on. 

“I think it’s going to be a 
slow burn. First, you’ve 
got to regulate. Secondly 
you need common 
interoperability standards, 
thirdly you need to look 
at who has the ability to 
share data.” 

ROB HASLINGDEN,  
HEAD OF DIGITAL PROPOSITIONS  
AT EXPERIAN

1. Define a consistent approach to contextualised data sharing

“Build open data around 
banking, build open data 
around finance, and 
then you build open data 
everywhere, and then 
eventually you have a 
digital ID in place and 
great services, just like 
we’ve seen in the Nordics.” 

FABIEN IGNACCOLO,  
CEO OF OKAY

But we’ve seen from Open Banking that change is not immediate, even 
where driven by regulatory deadlines. 

There are many stars that need to align on the path to a truly open 
financial system – we will close out the report by discussing five key 
foundations to Open Finance that have been raised time and time again 
during our conversations with the industry. 

In short, a comprehensive, 
standardised and universal 
approach to digital identity would 
breathe life into the concept of 
Open Finance. 

Whether through industry 
collaboration alone, government 
cooperation, or a regulatory 
impetus, financial services 
needs a consistent approach to 
authenticating an individual or 
business and managing consent to 
share data between parties. 

PSD2 has laid some foundations 
by creating regulated entities 
and a consistent standard of 
Strong Customer Authentication 
(SCA). Organisations like Okay 
are creating fully compliant SCA 
solutions to secure any transaction 
from a multitude of threats. 

But to truly enable Open Finance, 
this can’t be limited to traditional 
banking entities. 

As James Varga, CEO of DirectID 
puts it, “Identity needs to transcend 
to become a utility, become 
completely ubiquitous and truly 
empower consumers.”

An identity solution that allows data 
to be shared across the entirety 
of financial services is the answer, 
and a step in the right direction for 
Digital Identity more generally. TISA 
is developing a Digital ID scheme 
for financial services working 
closely with the government, the 
regulator and organisations across 
the industry to test and develop the 
technical and consumer approach 
that will make a single, reusable, 
secure ID in the UK a reality.

1. Define a  
consistent approach 

to contextualised data 
sharing

2. Focus on the  
value exchange to 
drive awareness  
and consumer 

education

3. Embrace further 
regulation as an 
opportunity and 
business enabler

4. Appreciate that 
there is a compelling 

business case  
for change

5. View digitisation as 
a step on the path to 

Open Finance
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2. Focus on the value exchange to drive awareness and 
consumer education

3. Embrace further regulation as an opportunity and 
business enabler

“Open Finance has to  
be mandated, 
unfortunately we can’t 
leave it to the industry.” 

MATT PARISH,  
PRODUCT MANAGER  
AT TRUELAYER

“We shouldn’t talk in terms 
of Open Banking or Open 
Finance, we should talk in 
terms of benefits to users.” 

MARK HARTLEY,  
CO-FOUNDER OF BANKIFI

A perceived failure of Open 
Banking is the lack of consumer 
awareness. Open Finance needn’t 
be concerned by this. 

The focus should always be on 
creating a positive exchange of 
value between parties. 

An end consumer does not need 
to know that Open Finance 
exists as a concept. They only 
need to know that they have the 
opportunity to use a convenient, 
digital solution that makes their life 
easier, in one way or another. 

The mechanics are, and should 
always be, irrelevant. 

As Richard Hayes, the CEO of Mojo 
Mortgages stated “Consume-ability 
is just as important as the value it 
delivers” - if the product or service 
can not easily be consumed, then 
no matter the value it will deliver, 
they won’t use it.

Furthermore, a focus on customer 
value, rather than simply product 
functionality, will help the industry to 
create fairer, more suitable, and 
more beneficial solutions. 

Initially, many incumbent 
organisations saw the CMA 
Remedies and PSD2 regulatory 
directives as a threat. This is 
understandable, much of the 
driver behind the initiatives was  
to increase competition in the  
UK market. 

However, it’s safe to say that the 
majority of participants in the 
industry can now view Open 
Banking as a great opportunity 
to improve customer experience, 
create organisational efficiencies 
and develop new products. 

The same, therefore, should be 
said of Open Finance. Regulation 

is inevitable. Pensions are currently 
being held closest to the regulatory 
flame, but wider investment 
products, mortgages and insurance 
cannot be too far behind. 

Organisations required to comply 
with these regulations should view 
them solely as an opportunity to 
improve the business, the market 
and the industry as a whole. 

This too, should foster an 
environment of collaboration 
between the industry and 
regulators, which will ultimately 
lead to smoother implementations.
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4. Appreciate that there is a compelling business case
for change

“Open Finance can help 
product providers reduce 
operating cost, increase 
efficiency and de-risk the 
business as well.” 

VAUGHAN JENKINS,  
DIRECTOR OF BUSINESS  
DEVELOPMENT AT MONEYHUB 

The Open Banking, Open Finance 
and Open Data initiatives may 
breed competition, but, when 
framed correctly, they can result 
in a positive scenario where every 
participant benefits. 

The customer, of course, tends 
to be the main beneficiary of 
change, seeing more inclusive 
product choices, tools that 
improve financial wellbeing, and 
dramatically improved experiences 
in all sectors. 

New entrants, traditionally seen 
as threats, can be viewed as an 

opportunity to access capabilities 
that the organisation doesn’t 
otherwise have. Open Banking 
created the fertile ground in which 
collaborations have begun to grow; 
Open Finance will truly allow them 
to thrive. 

This is because Open Finance will be 
of value to organisations as a whole. 

A shift in emphasis towards 
improving operational efficiency and 
reducing cost will certainly create a 
compelling case for change in even 
the most sceptical organisation. 

5. View digitisation as a step on the path to Open Finance
Digital capabilities have long 
since been seen as an enabler for 
organisations; they will certainly 
enable Open Finance. 

To create exceptional customer 
experiences, enhance product 
offerings and improve operational 
efficiency, organisations must 
embrace digital. 

Some embarked on this journey 
long ago, and many recent 
entrants to the market know 
nothing but digital. But for many 
smaller providers the concept is 
seen as quite alien, quite lengthy 
and potentially quite costly. 

It’s important, therefore, not to 
lose sight of the business case. 
As well as the aforementioned 
benefits of digital alone, by making 
committed steps in the direction of 
Open Finance firms can distribute 
more suitable, more inclusive 
financial products that improve the 
wellbeing of your customers, at a 
lower cost to the business. 

Overwhelmingly, people believed 
that Open Finance can be win – 
win – win. Customers, incumbents 
and new entrants to the market 
can all benefit. OPEN FINANCE
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As Panos Savvas, CTO and Co-Founder of Akoni puts  
it, “the age of one provider doing everything is more or  
less over.”

1. Will banks become society’s everyday data custodian, 
collaborating with new providers to develop enhanced, 
data-driven solutions? 

2. Will the market disaggregate entirely, with providers – 
large and small – each holding a slice of the data pie? 

3. Or will the technology firms that already hold so much 
of our data today become the channel through which 
we interact with our finances? 

So, where do we go from here?
Financial services is alive with change – positive change for all involved. 

In the last five years the industry 
has taken noticeable steps 
to begin solving some of its 
customers’ biggest challenges. In 
the next ten, it can continue in the 
same vein.

Helping customers to more easily 
save money for times of hardship. 
To travel the road towards wealth 
generation. To plan for and 
deal with the biggest events in 
life – from marriage to retirement, 
and everything in between and 
thereafter. To protect themselves 
from the unknown. To manage 
their business, not their admin. 

And for the industry to continue 
to tackle systemic challenges. To 
create a more inclusive, fair financial 
system. To promote and encourage 
financial wellbeing for all. To support 
the vulnerable. To build a system of 
trust. To put the customer at the heart 
of everything. 

With a little direction, a lot of 
collaboration, and a focused, 
concerted effort, these are the very 
specific things that the very general 
concept of Open Finance can deliver. 

The conversation has begun, and 
it must continue at pace. Many 
are already looking towards the 
vision of a data-led economy. The 
UK Government and European 
Commission have both recently 
published data strategies that seek 
to take advantage of data-driven 
innovation across all industries.

“Open Data, or perhaps Open 
Everything, is the opportunity to 
share data across the entire digital 
ecosystem, regardless of industry 
and in a safe and secure way”, 
Daniel Globerson, Head of Open 
Banking at NatWest.  

In this regard financial services are 
laying a path that other industries 
can follow. 

There are still numerous pieces of the puzzle that need to be aligned  
across the ecosystem to truly bring Open Finance to fruition,  

but the value proposition and incentive for everyone is clear – this really can  
be win-win-win. 

“Customers will demand 
it before it is even ready, 
before regulation and 
before it is at scale, they 
will be knocking down the 
door for it.”

MAX RAE, HEAD OF PRODUCT  
AT NUTMEG
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Woodhurst helps clients across financial services to 
enhance, improve and create digital capabilities.

Open Finance presents so many opportunities to so 
many participants across the market and we would love 
to keep the conversation going. If you have any questions 
on the potential of Open Finance, want to know how to 
take advantage of the opportunity or are just looking for 
advice on what to do next, please do get in touch. 

woodhurst.com info@woodhurst.com

http://www.woodhurst.com
mailto:info%40woodhurst.com?subject=
https://www.linkedin.com/company/woodhurst/
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